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NEW PACKAGE POLICY 


e @ 
CUTS HOME INSURANCE COSTS, 


UP TO 20% 


North America’s Homeowners Policy combines the protection of 


4. separate policies ...is simple, more convenient 


This single policy, offered by America’s oldest 
stock fire and marine insurance company, gives 
you essential protection for your home—yet its 
cost is considerably less than that of the 4 
policies it replaces. In most cases, this saving 
amounts to 20%. 

HERE IS THE PROTECTION YOU GET WITH 
THE HOMEOWNERS POLICY: 


1. FIRE and 
Dwelling. 


2. FIRE and Extended Coverage on Your 


Household Furniture and other personal posses- 
sions, including protection away from home. 


Extended Coverage on Your 


Extended coverage includes: 


@ Lightning @ Hail © Windstorm ¢@ Falling Aircraft 
® Explosion ¢ Riot © Smoke @ Vehicle Damage 
Vandalism and Malicious Mischief.* 

Vehicle damage by insured’s own vehicle.* 


Rupture of Steam or Hot Water Heating Systems.* 


Freezing of plumbing, heating and air condition- 
ing systems and domestic appliances.* 
Fall of Trees.* 


® Objects Falling (from the weight of ice, snow or 
sleet)* 
®@ Collapse of Building.* 
@ Landslide and Glass Breakage* 
* Subject to $25.00 deductible provision, 


3. THEFT (Burglary, Robbery, Theft), includ- 
ing protection away from your home. 


4. LIABILITY (protection against claims aud 
lawsuits arising from your home ownership, 
including sports and other personal activities; 
medical expenses of injured persons paid whether 
or not you are responsible.) 


Because the new Homeowners Policy replaces 
4 separate policies, you have only | premium to 
pay for this essential home protection. with this 
premium payable annually if desired. 


YOU NEED NOT WAIT until your present in- 
surance expires to benefit from this saving in 
insurance costs. Ask your agent or broker now 
about this economical, convenient method of 
insuring your property. 


Business accepted solely through Agents and Brokers 


ASSETS AND SURPLUS AS SHOWN IN THE 163nrn ANNUAL REPORT 


Group Assets as at December 31, 1954 


Surplus to Policyholders as at December 31, 1954 


$726,466,572* 
$362,206,265 


*with securities at market value December 31, 1954 
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The Canadian Realtor is the official 
organ of real estate in Canada. It is 
published monthly for the Canadian 
Association of Real Estate Boards. 


OFFICERS 


ene 


President 
Vice-Presidents 
Regional Vice-Presidents 
Executive Secretary 
1883 Yonge Street 


J. A. WEBER - - - - - - Edmonton 
R. A. PATTERSON - - - - Montreal 
J. S. STEVENSON - Winnipeg 
S.L. MELTON - - - - - Alberta 
IVOR PARRY - British Columbia 


ANDREW TURPIE 
JOHN F. RITCEY 
J. STUART ROY - 


- Manitoba 
- New Brunswick 
- Nova Scotia 


P. J. HARVEY - = = += =  QOntario 
GEORGE COUILLARD - - - Quebec 
DON KOYL - - Saskatchewan 
H. W. FOLLOWS - - - - _ Toronto 


EDITOR IN CHIEF 
A. W. Farlinger 


EDITORIAL COMMITTEE 

A. W. Farlinger 

Stewart Chambers 

F. N. McFarlane — OAREB 
Frank Johns — AREA 
Bruce Barnett 

H. W. Follows 


SECTION EDITORS 

T. C. Cox: J. |. Stewart: B. Barnett: 
J. A. Weber: H. W. Follows: P. A. 
Seagrove 


ASSOCIATE EDITORS: 
J. A. Weber: R. A. Patterson: J. S. 
Stevenson: S. L. Melton: Ivor Parry: 
Andrew Turpie: John F. Ritcey: J. 
Stuart Roy: P. J. Harvey: George 
Covillard: Don Koyl 


Sub Editors 

ALBERTA: 

W. Frank Johns, W. H. Flewwelling, 
L. G. Daniel, Frank McKee 

BRITISH COLUMBIA: 

E. A. Harder, T. L. Le Pas, Walter R. 
Dey, Alan G. Creer, Joan B. Kennedy, 
Art Langley 

MANITOBA: 

Angus McDonald, H. B. Budgell 

NEW BRUNSWICK: 

G. T. McLaughlin 

NOVA SCOTIA: 

Kenneth A. Ross 

ONTARIO: 

Chas. Rogers, Mrs. J. G. Robinson, 
Seymour Wylie, Chas. F. Wright, F. 
Rivier, Zeon Fedori, Mrs. A. Pueling, Miss 
Frances D. Clancy, H. J. McCullough, 
K. S. Raven, Shirley Bowyer, M. S. 
Snyder, Ed Holt, John J. Dywan, Vernon 
Murray, S. D. H. Reid, M. J. Brown, 
Glenn Swallow, Robert McCallum, John 
Leith, H. G. E. Choate, J. Fisher, Fred 
J. Dawson, Jos. P. Sterne, H. J. Graham, 
Mrs. V. Fay Duncan, H. D. Hood, W. H. 
Burton, Charles R. Stroud 

QUEBEC 

B. J. Bachand, J. A. Turmel, Charles 
Connors 

SASKATCHEWAN: 

Chas. Hoshal, Lloyd Jones 





Editorial 


The adolescent is often dubbed a wild sort of creature, 
brash, ruthless, with few basic loyalties. But when age and 
wisdom come, he changes, and so does the opinion the adult 
world holds of him. It’s not so long ago since the real estate 
business was just an adolescent. Let’s face it! 

Real estate men were generally held to be sharpies, smart 
operators who would cut their competitors’ and their own 
throats for a fast buck. The public didn’t acknowledge the 
conscientious, hard-working majority, but rather condemned 
the whole business on the basis of the conduct of the few. 

But for many reasons, (and the appearance of this Cana- 
dian national real estate journal is one), the public concept of 
the real estate business and real estate men is rapidly changing. 
In short, we’re growing up. And high time! 

The day is rapidly approaching when real estate will be 
legitimately held to be a profession — a profession governed 
by a high standard of ethics, sound business procedures and 
by an understanding that what is good for the individual 
broker is good for the whole business. 

What will hasten this professional standing? First, loyal 
support to local, provincial and national organizations. Second, 
a high personal standard of integrity and fair dealing. Third, 
co-operative listing selling, which is not only good business, 
but also enables better policing of the real estate profession. 
Fourth, good public relations within and without the business. 

And this is where The Canadian Realtor fits right into 
the picture. Its appearance in this new form is evidence that 
real estate has come of age. It will do a job bringing together 
realtors and realtor organizations in all parts of the country. 
It will provide a voice for Canadian real estate. 


* * * * * * * * * * 
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No More “Killings” 
Sirs: 

Real estate today is being sold by 
company representatives who lend 
confidence to the buyer in supplying 
the full details of the properties 
offered. Only the qualified sales- 
man can succeed 
stiff competition 
multiple listings. 


in the face of 


in a field of 


A decade ago there were many 
who heard of the “killings” made 
in real estate. They jumped on the 
bandwagon for an easy ride to quick 
prosperity. But because of these 
individuals’ approach to real estate 
selling, they found (according to 
their own misguided admission), 
that the bottom had fallen out of 
the real estate business. 

The cases in point were those 
who were order takers in the face 
of a seller’s market. The past tense 
is used advisedly as few survived 
after the market swing. Today’s 
successful real estate salesman must 
of necessity give a serious service 
to a potential buyer. He knows his 
listed properties and presents them 
on a professional basis with the 
fitting dignity which lends a deserv- 
ing confidence in his word. 

FORREST S. McFEAT, 
Sales Manager, 

Real Estate Department, 
D. W. \Ogilvie and Co. Inc., 
Montreal. 


Need For Right Type 
Sirs: 

I am writing on the eve of the 
release of the first issue of our new 
national publication “Canadian 
Realtor” to draw attention to what 
I believe to be major problem in 
our business — that of attracting 
more of the right type and quality 
of new men into our field of en- 
deavour. 

Probably if fewer persons, more 
thoroughly trained and qualified, 
and more completely imbued with 
a spirit of service and with a better 
appreciation of the long term 
opportunities, entered the business, 
the results would be better both for 
the public and our offices. 


4 


A part of our work, in my opinion, 
comes under the heading of “busi- 
ness” — that is selling, leasing and 


managing properties and kindred 
activities. On the other hand those 
parts of our endeavours that involve 
opinions of value, court testimony, 
acting as real estate counsellors, all 
on a “fee” rather than a “commis- 
basis, are definitely in the 
sphere of a profession. 


sion” 


In either branch, in order to be 
eminently successful and to raise 
the standard of our work, I believe 
permanency and constancy are essen- 
tial characteristics of those engaged. 


CYRIL R. DE MARA, 
M.A.I., C.P.M., S.LR., 


Toronto. 


Who Assumes Risk! 
Sirs: 

What is the date the purchaser 
of a property should assume the 
risk of insurance? This is the 
question that has received consider- 
able consideration in British Colum- 
bia in recent years. The more or 
less standard form that has been 
accepted in B.C., states: “the said 
lands and premises shall be at the 
risk of the vendor until the day 
after the date of acceptance and in 
the event of loss or damage to the 
same occuring before such date by 
reason of fire, tempest, lightning, 
earthquake, flood or other act of 
God, explosion, riot, civil, insurrec- 
tion or war, the purchaser may in 
his option cancel his contract and 
shall thereupon be entitled to the 
return of any monies paid there- 
under. From the day after the date 
of acceptance the same shall be at 
the risk of the purchaser.” 


There are many who do not agree 
with this clause and I believe that 
anything the Canadian Association 
of Real Estate Boards might do to 
arrive at a uniform acceptable 
clause, would be very much ap- 
preciated by the real estate agents 
across Canada. 


T. D. ROSLING, President, 
Kootenay Real Estate Agents 
Association, B.C. 


Moncton comes up with 
a bright idea 


A useful public relations campaign 
is being inaugurated by the Moncton 
Real Estate Board. Under the direc- 
tion of a newly-formed publicity com- 
mittee, one of the board’s best 
speakers will give a series of talks to 
local clubs and organizations. The 
purpose of the talks? To outline the 
ethics and ideas behind the forma- 
tion of the Canadian Association of 
Real Estate Boards and the Moncton 
Board. 


* * * 


Winnipeg asks a question 


The Winnipeg Real Estate Board 
is stuck with a problem. It asks for 
the help of members. The trouble? 
The use of co-operative listing serv- 
ice brochures. The board asks: 
“How do you get your members to 
use these brochures which are 
supplied free of charge?” The 
board would also appreciate sug- 
gestions concerning the best use 
that can be made of co-op bro- 
chures. So roll the answers in! 




























For Sale 


Please write for Illustrated Bro- 
chures covering the following 
desirable properties located in 


BRITISH COLUMBIA 


Full courtesy to C.A.R.E.B. 
Members 


1. Gentleman’s Estate, on Vancouver 
Island, particularly suitable for 
retired officer of the Armed Forces. 
Delightful Home and 15 acres. 
Excellent value at $30,000.00. Ad- 
ditional farm land available if 
desired. Owner will accept pay- 


ment in sterling, payable in 
England. 

2. Poultry Breeding Farm on Van- 
couver Island, 210 acres — Ex- 


cellent residence, farm buildings 
and machinery and equipment. 
Price of $85,000.00 includes ap- 
proximately 5,000 Breeding Stock 
of Hens, Pullets and Breeding 
Cockerels. 


Good Terms to reliable party 


Blane, Fullerton 


& White 


LIMITED 


Realtors — Insurance Managers 


Business Established 1926 


517 Hamilton Street, 
Vancouver, B.C. 
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Mr. J. A. Weber, president of 
the Canadian Association of Real 
Estate Boards, is managing-dir- 
ector of Weber Bros., Edmonton. 








Report from the 


PRESIDENT 





New Canadian Realtor 


Canadian Realtor The new Canadian Realtor is another 
direct result of the Mid-Term Conference held in 
March. Shortly after the Conference, Bill Follows, 
our executive secretary, was fortunate enough to get 
in touch with Mr. Bruce Barnett of Bruce Barnett 
Associates (Canada), and while the writer was still in 
Eastern Canada, a meeting was held with Mr. Barnett, 
Mr. Follows, Mr. A. W. Farlinger and the writer 
present. An arrangement was entered into at that 
meeting for the publication by Bruce Barnett Asso- 
ciates (Canada) of the new Canadian Realtor. 


Subsequently an Editorial Committee was set up 
under the chairmanship of Mr. A. W. Farlinger, with 
Mr. Stewart Chambers, Mr. Bruce Barnett and Mr. 
H. W. Follows as committee members. These are the 
men responsible for the publication of this first issue. 
I want to congratulate them most heartily on having 
produced such a fine publication. 


I would also like to express my sincere appreciation 
to the Alberta Real Estate Association and the Ontario 
Association of Real Estate Boards, for their fine co- 
operation as evidenced by their dropping their own 
Provincial publications and merging these publications 
in the Canadian Realtor. This has helped greatly in 
the solicitating of advertising for the Realtor, and in 
addition the financial contributions both these Associa- 
tions are making to the cost of publication, is of material 


aid to C.A.R.E.B. 


Thanks to section editors 


I would also like to express my thanks to Mr. F. N. 
McFarlane of Ottawa, who will be responsible for the 
Ontario Association section; to Mr. Frank Johns of 
Calgary, who will be responsible for the Alberta Sec- 
tion; to Mr. Trevor Cox, who will be in charge of 
Educational material; to Mr. J. I. Stewart, who will be 
responsible for the articles on Appraisal; to Mr. Ron 
Rankin for Industrial and Commercial articles and to 
Mr. P. A. Seagrove who will be responsible for articles 
on the Co-operative or Multiple Listing System. Thanks 
should also go to all the Regional Vice-Presidents for 
their contributions. 

The publication of this expanded Canadian Realtor, 
represents a tremendous step forward for C.A.R.E.B. 


Educational Committee Mr. Phil Bedford and his com- 
mittee composed of Messrs. Murray Bosley, Trevor 
Cox and Pat Harvey, have been progressing rapidly 
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with the setting up of the “Canadian Institute of 
Realtors”, and the Correspondence Course, that will 
be available to all C.A.R.E.B. members in September 
or October of this year. The forming of this Institute 
and the setting up of the Correspondence Course, 
should have a far reaching effect on raising the 
standard of the Real Estate Business to a professional 
status. 


I do hope that you will review carefully the coming 
issue of the Canadian Realtor, which will contain full 
details of the Correspondence Course. This will indicate 
more than anything I can say the terrific amount of 
work that has been put into this matter. 


Co-operative Listing Committee Mr. Phil Seagrove has 
at the date this is being written just completed his tour 
of Western Canada. Elsewhere in this issue, you will 
find a report of Phil’s trip in detail. His trip was 
an outstanding success. Our sincere thanks to him, 
for having taken time off from his business to perform 
this outstanding service for C.A.R.E.B. 


Real Western hospitality 


1955 Convention I would again repeat that the Conven- 
tion dates are, September 17th, to 21st, and the Con- 
vention will be held in the Macdonald Hotel in Edmon- 
ton. Stan Melton and his Edmonton Committee 
have been working hard on the Convention, and 
I can assure you, that it will be well worth your while 
to attend. In this issue you will find Registration and 
Hotel Reservation forms, and it is my sincere hope 
that if you have not already done so, before you read 
this, that you will stop reading right now, and fill out 
these forms, and send them in right away. I can 
assure you that you will enjoy some real Western 
hospitality, besides gaining a world of useful informa- 
tion, you will have a real good time. 


General Comments It is with considerable regret, that 
I advise you that Mr. Mark Cummings, a member of 
the Western Executive Committee of C.A.R.E.B., has 
been quite seriously ill for several months. I am 
pleased to report however, that he is making good 
progress. I know that we all extend to Mark, our very 
sincere wishes for an early and complete recovery. 

It is also with regret that I report, the recent serious 
illness of Mr. Doug Hood, Executive Secretary of the 
Toronto Real Estate Board, and I know that you would 
all join me in expressing to Doug our best wishes for 
a speedy recovery. 








Let’s improve our 


Salesmanship 


By W. H. SHORTHILL 


Do you tackle your selling 
with planned purpose... ? 


... Or are you a hit 
or miss operator? 


Here’s an article that will 
bring you up-to-date on 
the fundamentals of real 
estate selling. 


Do you know where and 
how to spend your 
advertising dollar? 


If you sold two houses last 
month, how many should 
you figure to sell this 
month? 


Sales need a proper plan 
of campaign. Education 

in real estate is becoming 
a vital necessily. 


Are you too “‘busy”’ to 
sell more? 


HE easy money times are past. 
But great things are ahead of 
all realtors if they improve their 
selling techniques. Today buyers 
are more choosey and we badly need 
better selling tactics. We need a 


re-education in real estate selling. 


There is a need for more profes- 
sionalism in our business. As com- 
petition for the consumer’s dollar 
increases, the amateur real estate 
salesman will disappear. 

But for the thoughtful realtor 
who studies his business carefully, 
this year can be the best year yet. 
And for the good realtor the 
rewards of this business can be 
great. Average income for realtors 
in the U.S. and Canada is probably 
higher than that of doctors and 
lawyers. Yet consider how long 
the doctor and the lawyer have to 
train enter their professions. 


Vital neccessity 


Education in real estate is becom- 
ing a vital necessity. This educa- 


. tion should begin with membership 


in local, provincial and the national 
real estate associations. Then ad- 
vantage should be taken of the 
various educational courses. Com- 
mencing this fall there will be a 
Dominion-wide correspondence 
course at the Toronto University. 


Then 


there are local 


courses 
covering topics such as “real estate 
law,” “valuations,” “how to bea 
better realtor’. You can never 


know enough about our business. 
Study trade journals and particular- 
ly each issue of this new “Cana- 
dian Realtor” which has been set 
up to be of invaluable help to you. 

There will be those who will say: 
“I haven’t the time. 


I’m too busy 
making a living”. 


To those who 


think they are overworked, the ex- 
perience of Mr. Harold Rea, Presi- 
dent of the Canadian Oil Company, 
will be of help. He analysed him- 
self and found his major errors. 
He decided that most of us are 
only 25% efficient. So let’s make 
use of the other 75%. 

How can we be better salesmen? 
Strive to have the good will of your 
competitor. If you do not work in 
a certain area, refer clients to some 
recognised realtor from your roster. 
You will find that this leads to 
increased business for both of you, 
for he you help will later help you. 


Plan your day and work your 
plan. Try to arrange your day the 
night before. Keep a list of things 
to do. Get the urgent things done 
first. Try to leave your routine 
work until after office hours. Follow 
up all calls as quickly as possible, 
preferably from the same phone 
where you received the calls. Strive 
to make inspections in off hours, 
particularly of builders’ houses 
which can be seen anytime. Use 
your appointment diary as an auto- 
matic check on your memory. Make 
good notes when first on the prop- 
erty so you do not have to come 
back and waste a trip. 


How can you increase your con- 
tacts? Be active on your board; in 
your community; in civic affairs; in 
clubs. It pays to send letters of 
congratulations or condolences to 
your clients according to the way 
fortune treats them. It pays to 
move around, to attend your board 
meetings, your provincial and na- 
tional conventions. Take a keen 
interest in your city. 
daily papers. 
market page for company transfers 
— it’s a constant source of pros- 
pects. 











Read ru® 8 
Watch the stock 


Pick up people waiting for trans- 


portation. Do be active in business, 
in social activities, in fraternal 
organizations. Strive to let every- 


: one know you are in real estate. 
But don’t be a bore. Discuss other 


eople’s interest first before your 
peop y 


gy own are mentioned. 


Increase sales.... 


How can we increase sales after 
we have made more contacts? First, 
have a quota! If you sold two 
houses a month last year, aim for 
three a month this year — an auto- 
matic increase of 50%. Try to get 
listings at realistic prices. It is 
better to spend longer with the 
vendor and get his listing down to 
saleable prices. For then you auto- 
matically save time when showing 
the property. 

Statistics prove that the average 
family moves every five years. So 
remember those old clients of yours 


or they'll forget you when they 
sell. 


How to ge’ listings 


The three bes ways to increase 
your listings are, active advertising, 


Me wide-awake use of “For Sale” and 
“Sold” signs and references from 
~~ satisfied customers. Watch the 


birth, death and marriage columns, 
company transfers, builders’ houses. 
Remember that your personal reput- 
ation in all things is your best re- 
Third party influ- 
ence is tremendous in passing along 
clients to you. 


commendation. 


Your salesman’s kit, the “silent 
salesman” is of prime importance. 
: This includes the neatness of your 
listings, your personal appearance, 
the condition of your car, the 
‘ brochures you carry. You should 
carry current newspapers so that 
you can show a prospective client 
the kind of advertising you carry 
out. Make out a list of properties 
you have sold during the past few 
years. Testimonial letters too are 
a “must”, for they build confidence 
in you. 


Showing a house 
y There’s technique to this. Do 


not meet your client in front of the 
Rather 
meet him a few houses away. When 
inspecting, do not say, “This is the 


house you want to sell. 
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living room”, but rather, “This has 
a nice picture window”. Not, “This 
is the dining room”, but, “This seats 
six or eight people”. Don’t say 
“this is a nice kitchen”, but discuss 
the indirect lighting, the fan, the 


* * 
* * 
* * 
* * 





There is ample evidence why the 
writer of this article, Mr. W. H. Shor- 
till, is known in the real estate world 
as “Mr. Dynamic.” He has spent over 
20 years in the real estate business 
—over 15 years of this time as a 
salesman and sales manager and the 
remainder as president of the To- 
ronto firm of Shortill and Hodgkins 
Ltd. Mr. Shortill is an Immediate Past- 
President of the Canadian Associa- 
tion of Real Estate Boards, a Past- 
Director of the Toronto Real Estate 
Board. Mr. Shortill who was born in 
Galt, Ontario, 49 years ago, gradu- 
ated from Queen’s University with a 
Bachelor of Commerce degree. 


* * * * * * 


convenience, the lay-out of the 
breakfast room. In short stress the 
positive concrete features. Sell 


“things” not bricks and mortar. 
Closing a sale is an art all of its 
own. If the offer should be far 
below price, you should not walk 
in and hand the offer to the owner. 
It is better to keep the offer in your 
pocket and discuss property general- 
ly for a while. Point out the 
drawbacks of the house that you 
discovered when you were showing 
it to clients. Then at the proper 
time say, “this may be less than you 
think, but here it is’. You can 
then assess the vendor’s reaction. 


An important feature of closing 
a sale is to have everyone sign at 
some price. Then counter-offer as 
often as you can and gradually bring 
buyer and seller to a compromise 
price. Draw up an offer the minute 
a buyer is interested, no matter 


where you are. It is far better to 
present it after dinner rather than 
before when the owner has come 
home from a busy day at the office. 
After a successful close, congratulate 
both sides and tell them they have 
made a good deal. Strive to hold 
the hand of the buyer, mentally, 
for at least two or three days after 
the acceptance of the offer. For 
this is the danger period when he 
wonders “Have I done the right 
thing?” 

Objections are always difficult to 
handle. If you don’t know how to 
handle a question, always answer a 
question with a question. 
leave the door open. 


Always 
Never make 
such an emphatic statement that 
you can’t come back later to see 
the buyer or the seller. If it is a 
sincere objection and you don’t 
know the answer, tell them you will 
find out and do so as quickly as 
possible. 


How to sell older houses 


Stress the improvements that have 
been made, the fact that the buyer 
will know who his neighbours are 
whereas in new areas he’ll be in the 
dark. Point out that taxes are 
known but in new areas these will 
depend on the amount of local im- 
provements necessary. Stress that 
the trees are in and grown, that 
schools and transportation are near- 
by. Accessibility is probably the 
greatest feature of the older home. 
Generally speaking, the older houses 
have more rooms and are suited to 
larger families. They already have 
the extras your client would need 
to buy in a new house — usually 
this would represent $2,000 to 
$3,000. Older homes have already 
been depreciated, whereas the new 
home has that ahead of it. General- 
ly older homes offer more for less. 


Every salesman will run _ into 
people who don’t want to pay the 
Here’s the best 
way to handle this situation. Remind 
your client that you are a member 
of an organized Board of Realtors 
and that if you cut your commission 
you would lose your board member- 
ship. Suggest that you will raise 
the price to cover the extra com- 
mi .ion and that you will go back 
to the buyer. But warn the vendor 


full commission. 


mp Over 











SALESMANSHIP 


Continued 


that he runs the risk of losing the 
deal. 

As a last resort, point out the 
time spent in obtaining the offer, 
the cost of advertising — and just 
flatly refuse. In 99 cases out of a 
hundred you will get the deal. 


How to advertise 


It has been estimated that 80 
cents of every advertising dollar is 
wasted due to poor copy. A survey 
has shown that buyers want to know 


“When was the house built? 
Who by? What is the square foot 
living area, the size of rooms, the 
lot size, the taxes, the age of furnace, 
the school district, the church or 
parish and proximity to bus lines”. 
It’s good business to put in the 
physical characteristics, the price, 
the financing — but be precise and 
to the point. It has been found 
out by survey that 32% of sales 
originate from newspaper advertis- 
ing, 28% from signs, 30% from 
individual reference, 7%' from open 
houses, and 1.5% from window 
displays. 

If you have a small office and a 
limited advertising budget, 
centrate on good newspaper adver- 
tisements and attractive “For Sale” 
signs. These latter are immensely 
important. Strive to erect a “For 
Sale” sign on everything. 


con- 


When it comes to the offer to 
purchase, you can’t be too careful. 
It is the key to the deal. It is 
foolish to lose a deal through a 
poor offer to purchase. If you 


have done a good job of selling, 


the buyer and his wife will appre- 
ciate the care with which you draw 
up all the papers. Preferably get 
the check marked before you submit 
it to the vendor — it is all the more 
effective. Don’t witness a docu- 
ment unless you see it signed for 
this renders the deal void. Try to 
include all details pertinent in the 
offer — mortgage details and extras, 
particularly extras where there is 
often contention later in the deal. 


The biggest deals are still ahead 
of us. Strive to do better, put in 
the hours and you can’t help but 
succeed in this our greatest half- 
century. This is Canada’s era. 
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news and views of all phases of cel : 


A Magazine is Born 
Everyone said that it was a solid 


idea. Everyone said a better pub- 
lication was needed to disseminate 
information to our members and tie 
Realtors closer together across Can- 
ada. Therefore your Executive 
Committee got together at the Mid- 
Term Conference in March and 
decided it was time for a change 
and that a new Canadian Realtor 
necessary. So four months 
later, almost to the day, here is our 
first effort. We sincerely hope you 
will approve of our Realtor but once 
again point out that it is your pub- 
lication and we want to report news 
of interest to you. We would, there- 


was 


fore, appreciate your views, com- 
ments and criticisms. 

The new Canadian Realtor will 
maintain the objectives of the for- 
mer publication. 1. To provide a 
medium of communications between 
members, boards and Provincial 
Associations. 2. To simulate ideas 
and developments in the interest of 
real estate as a whole and in the 
of sections of the real 
estate business. 3. To serve as an 
educational medium. 4. To provide 


interests 





estate activities in Canada. 


Incidentally while on the subject 
of advertising, do look carefully at 
the advertisements appearing in this 
publication. It’s never easy launch- 
ing a new magazine and the adver- 
tisers who have been courageous 
enough to place their faith in this 
first issue, deserve support. 


The Canadian Realtor would like 
to introduce to you two principals 
of Bruce Barnett Associates (Can- 
ada) who are responsible for this 
publication. They are: Editor, Bruce 
Barnett, who has had a very suc- 
cessful record in the publishing and 
promotional field; Business Man- 
ager, J. Bailey, who is a top-line 
sales executive. 





J. Bailey 


Bruce Barnett 





S. S. STEVENSON 
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Refer your clients moving to 


Winnipeg to us. 


We specialize in the sale of homes 
in the best residential areas. 
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e|'e Sale and Leasebacks of 
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multi-tenant properties 


by E. N. YARMON 


The sale and lease-back of multi-tenant properties, 
while a new device for the investment of real estate, 
is merely a combination and refinement of much older 
concepts involving real property. 


Leaseholds themselves date back as far as the 

institution of private property. A person who owned 

a piece of real estate was free to lease it to someone 

in order to create income out of it, if the owner did 
not choose to use it himself. 


Here’s the story on an expanding phase 


of the real estate business. 
| There is no formula for success but 


| broker must be imaginative and creative. 


In the United States, and particularly in New York, 
there are many such leased properties. The Tiffany 
Building at the corner of 57th Street and 5th Avenue 
is built on land leased from the Astor Estate. The 
Astor Hotel on Times Square was also built on land 
owned by the Astor interests. 


In Montreal, the Transportation Building on St. 
James Street is built on land leased from one of the 
religious orders. The owners of the building, that is, 
the owners of the leasehold, pay a fixed net rental to 
, the owners of the land. 


In Toronto we recently ran into a leasehold where 

we arranged for the purchase of the York-Adelaide 

’ Buildings. These buildings were built on land leased 

for a total of 967 years. Our clients purchased the 
buildings and the remainder of that lease. 


Definitions: 


Net Lease: A lease under which the landlord 
receives a fixed rental and does not pay any of the 
usual charges incident to ownership of the real estate. 
The tenant pays for all these charges such as real 
estate taxes, heating maintenance, all repairs, insurance, 


3 etc.; (a “carefree” lease). 
Leasehold Interest: A tenant’s right to the use of 


real estate for a fixed term under a lease. 


Fee Interest: The ownership of real estate: subject 
to a leasehold interest. (Technically speaking, “free 
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ownership” means the highest or absolute ownership 
of real estate.) 


We generally talk in terms of the ownership of the 
fee and the ownership of the leasehold, distinguishing 
between the man who owns the land and the man who 
owns the building or the leasehold on the land. 


Leasehold interests, therefore, are something that 
have existed for some time. But during the last twenty 
or thirty years there has developed a special form of 
net lease fitting the requirements of certain investors 
and certain large corporations. Concerns such as 
Safeway Stores, F. W. Woolworth, Western Union, 
some years ago realized that they would be better off 
leasing property than owning it because of the large 
capital investment involved in their real estate situa- 
tions. They took their properties, sold them to 
investors and took back long-term, i.e. twenty or thirty 
year, net leases. 


Many investors found this attractive because the 
rate of interest involved in these deals was generally 
higher than bond interest available in the securities’ 
market for the same credits. And under a net lease, 
the investor, who was also the landlord, did not have 
any of the burdens of running the property. This 
form of realty investment and financing has developed 
at a great pace in the United States and Canada where 
the major chains and industrial concerns resort to this 
technique. 


After the end of World War II, many of our 
financial institutions — insurance Companies here in 
Canada, and the insurance Companies and banks in 
the United States — found themselves with increasing 
funds available which they had to invest, if they were 
to serve their proper function in our economy. These 
net leases appeared more and more attractive to these 


* * * * ® x 
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A searching analysis of the sale and lease- 
back of multi-tenant properties has been made 
in this article by Mr. E. N. Yarmon. He has 
a wide experience in the real estate investment 
field. Mr. Yarmon is a graduate of Columbia 
Law School. Until 1952 he was in real estate 
in New York and he then became the principal 
in Montreal-New York Realties, a Montreal 
firm. Early this year he moved to Toronto 
where he is president of Tankoos Yarmon Ltd., 
specializing in realty investments. 








SALE AND LEASE BACKS 


Continued 


institutional investors and consequently as the demand 
for these one-tenant net deals increased, the rates of 
return decreased and private capital found that it 
could not compete with institutional funds. 


As an indication of the scope of these institutional 
investments, three of the larger New York Insurance 
Companies own a total of over $800,000,000 worth of 
investment real estate. Our figures here with Canadian 
Companies, I am sure, are proportionately just as 
impressive. Most of this real estate was purchased 
on the sale lease-back technique. 


As institutional funds increased, so did private 
investment sources in the United States. It should 
be borne in mind that in the States there is a large 
group of individual real estate investors, investing 
both for themselves and trust funds and estates they 
represent. These investors have been active for many 
years in the United States realty market. Many of 
them prefer the net lease situation and for years 
satished their investment requirements by the de- 
veloping and leasing of one-tenant properties. Com- 
petition in recent years has forced them into the sale 
and lease-back of multi-tenant properties. Particularly 
in the New York area we have a group of professional 
real estate people who can be termed “operators” or 
“wholesalers” of real estate. These people are inven- 
tive, creative and imaginative and it’s their business 
to satisfy the needs of the private real estate investment 
market. 


Some of these operators, assisted by a few of 
the outstanding investment real estate brokers in New 
York developed the “dummy-sale-lease-back” —a real 
estate investment which offers a comparatively higher 
rate of return to private capital, balanced, of course, 
by a somewhat lower factor of security. 


Typical situation 


A typical situation would be where one of these 
operators buys a well located office building and splits 
the ownership into a fee and leasehold. He sells the 
fee to Investor “A” and sells the leasehold to office- 
building operator “B”. Investor “A” has a net lease, 
let’s say, for 20 to 30 years with Mr. “B” who collects 
all rents in the building and pays for all expenses 
out of it. “B” also pays a fixed net rental to the 
owner of the fee. 


‘ The characteristics of this simple deal are that the 
fee owner does not have any of the problems of 
operation, management or supervision, and the only 
expenses with which he is concerned are the servicing 
of any mortgage on the fee and, of course, his own 
income tax. The owner of the leasehold takes the 
risk of renting the property and his incentive is the 
increasing of the income, which goes into his own 
pocket. 


There is one interesting corollary to this transaction 
that should always be borne in mind by real estate 
brokers: for every investor that we know with a million 
dollars in cash to invest, we undoubtedly know fifty 
with one hundred thousand. By splitting up the 
ownership of my office-building example, we widen the 
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Toronto’s fastest 
Growing Want Ad 


medium * 


* During 1954—the Globe and 
Mail published 384,792 more 
lines of Want Ads than the 


year previous—effecting an in- 


crease bigger than the two 


Evening papers 


This 


combined. 
increase is continuing 


through the first 5 months of 


1955. 
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BRITISH COLUMBIA 


Co-op success 


The Vancouver Real Estate Board 
believes that they have the greatest 
gain in multiple listing sales (co- 
op) in Canada. In May 1952, sales 
were $121,025. For the whole of 
1952 they were $2,094,694. 

In May, 1953, sales were $610,- 
700. 

In May, 1954, sales were $973,- 
350. 

In May 1955, sales were $2,640,- 
866. 

For the first five months of 1954, 
sales were $3,733,000. For the first 
five months of this year, sales were 
up to $9,817,000—a total increase 
of $6,084,000. 

Because of the tremendous growth 
in the multiple listing service, the 
Vancouver Real Estate Board is 


moving into larger offices — the 
second move within two years. 
The Vancouver Real Estate 


Board reports that honorary life 
membership was conferred upon 
five original members of the board, 
at the June general meeting. They 
were, H. V. Sharples, Howard Mea- 
kin, D. W. Reeve, R. A. Hood and 
J. P. Nicolls. Mr. Nicolls has been 
in the real estate business in Van- 
couver for 63 years and is still 
active! 


New board 


British Columbia can now boast 
a new real estate board—the Surrey 
Real Estate Board. A decision to 
form this new organization was 
reached at a meeting of the Surrey, 
British Columbia Licensed Real 
Estate Agents. The meeting was 
attended by 30 licensed agents and 
salesmen under the chairmanship 
of Ron McNaughton. The Regional 
Vice-President for B.C. of the Can- 
adian Association, Mr. Ivor L. 
Parry, addressed the meeting and 
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New offices for Vancouver 


explained the necessity and advan- 
tages of being organized on a local, 
provincial and national level. 


Victoria board 


The annual meeting of the Real 
Estate Board of Victoria was held 
at the Empress Hotel, on Friday, 
May 27th, 1955. Officers and direc- 
tors were elected as follows: Presi- 
dent, Alex H. Reed; First Vice- 
President, John W. D. MacCormac; 
Second Vice-President, B. Russell 
Ker; Directors, W. I. Boorman and 
T. G. M. Custance. 


MANITOBA 


“It makes more money” 


The co-operative listing method 
of selling homes was advocated 
before the annual meeting of the 
Brandon Real Estate Board. An- 
drew Turpie of Winnipeg, presi- 
dent of the Manitoba Real Estate 
Association, said co-op listing had 
grown to tremendous proportions 
throughout Canada and the USS. 
because “it makes more money for 
everyone.” 


Under this system, he said, agents 
belonging to the co-op listing serv- 
ice list property for sale with 
other members. The commission is 
slightly higher but the vendor bene- 
fits because his chance of selling 
the house at his price is far greater. 
The selling agent gets 60 percent 
of the commission, the agent listing 
the property 34 percent and the 
board to pay for all expenses gets 
six percent. 


Since it was adopted in Winni- 
peg, Mr. Turpie said, the co-op list- 
ing system had raised sales in four 
years from 12 listings sold to 456 
at more than $5,000,000 total value 
in 1954. The same picture was evi- 
dent throughout Canada. 


The meeting carried a motion 
that the standard commission as set 


Board . . . co-op growing to 
“tremendous proportions” .. . 
million dollar Winnipeg... 
supersalesman Seagrove... 


realtors and licensing. 


by the Manitoba Real Estate Asso- 
ciation be adopted in Brandon. 
This will increase commission from 
five percent on the first $3,000 to 
five percent on the first $5,000. The 
figure three percent on the remain- 
ing amount is unchanged. 

F. W. Roberts was elected presi- 
dent of the organization, succeed- 
ing S. A. Magnacca who has held 
the position for the last two years. 
Angus McDonald was elected vice- 
president and B. A. Robertson, sec- 
retary-treasurer. Executive mem- 
bers are W. C. Hughes, Cliff 
McLaren and Lester Collins. W. H. 


Barker was appointed auditor. 


At a dinner following the meet- 
ing, Mayor James Creighton ex- 
pressed greetings from the city and 
urged members to study co-opera- 
tive apartment block projects, now 
very popular in the U.S. and in 
other Canadian cities, as a profit- 
able endeavour. 


Million dollar month 
For Winnipeg 

In May for the first time since 
inception of the scheme, sales of 
the co-operative listing service of 
the Winnipeg Real Estate Board 
climbed over the million dollar 
mark. This followed an $800,000 
month in April. Winnipeg is still 
maintaining a very high percentage 
of sales to listings. The average 
this year is 43%. Hand in hand 
with the increase in listing sales, 
has gone an increase in board mem- 
bership, particularly of associated 
salesmen. Although the cost of 
entrance to the co-op service was 
raised at the beginning of the year, 
membership has increased signifi- 
cantly. 

During May, Phil Seagrove of 
Hamilton spoke to members of the 
Winnipeg board on the value of co- 
operative listing and it is obvious 
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from all reports that his speech has 
had a vital impact. 


The Winnipeg Real Estate Board 
conducts two golf tournaments for 
its members during the season. The 
Spring Tournament held in May 
was very well attended—an indica- 
tion of the support which is being 
given to the W.R.E.B. this year. 
The directors of the board are 
entertaining the idea of staging 
debates among members, commenc- 
ing in the Fall meetings. It is 
intended that these debates will 
enable Winnipeg to have a strong 
team to challenge other boards at 
C.A.R.E.B.’s annual conferences. 


Something to think about! The 
population of Greater Winnipeg 
has grown from 354,000 in 1951 to 
over 390,000. This steady growth 


has a terrific impact on real estate. 


ALBERTA 
Calgary’s membership up 


Since the first of this year, the 
Calgary Real Estate Board has 
enjoyed a 20 percent increase in 
membership and there are now 76 
member firms in the Calgary Real 
Estate Board Co-operative Listing 
Bureau. The 
through the 


volume of business 


Calgary Co-op is 





COAST TO COAST continued 


now approximately $1,000,000 per 
month. Approximately 1400 listings 
were turned into the Bureau during 


the first five months of 1955. 


On March 1, the Calgary Real 
Estate Board adopted a Group In- 
surance Scheme, participated in by 
brokers, salesmen and office staffs 
and there are now more than 150 
enrolled. To handle the increased 
volume of administrative details, 
the Calgary Board on June 1, found 
it necessary to move to larger quar- 
ters for the second time in the past 
12 months. This move will provide 
additional office space to accommo- 
date the Alberta Real Estate Asso- 
ciation staff which is sharing the 
same premises. 


On Monday, June 6, more than 
100 Calgary realtors turned out to 


¥ ¥* * ¥ 
THE DRIVING POWER BEHIND THE 
CONVENTION 


When Mr. Phil Seagrove addressed 
the Edmonton Real Estate Board Co- 
operative Listing Bureau, recently, the 
picture below was taken. It is of 
special interest to realtors right across 
Canada. For those sitting at the head 
table represent the driving power 
behind the plans for the coming 1955 
Convention — the Convention Com- 
mittee. 


oe ‘ 
- 
: 


. 


hear Mr. P. A. Seagrove of Hamil- 
ton, Ontario, discuss the pheno- 
menal growth of co-operative selling 
Canada. Mr. Seagrove’s 


talk was interesting and _inspira- 


across 


tional and was greatly enjoyed. 


Calgary expects to be well repre- 
sented at the National Convention 
in Edmonton in September and 
some thought is being given to 
transporting the delegates and their 
wives by bus. 


Co-op advocated 


From Edmonton comes a report 
that the Edmonton Real Estate 
Board Co-operative Listing Bureau 
recently held a dinner at the Seven 
Seas Restaurant, at which 215 Real- 
tors were present. 


Guest speaker of the evening was 
Mr. Phil Seagrove, from Hamilton, 
Ontario, who was introduced by Mr. 
J. A. Weber. 


Mr. Seagrove spoke on the sub- 
ject of Co-operative Listings, and 
how they successfully operate in 


Canada and 


various cities across 


the United States. 


At the conclusion of the evening, 
there was a one hundred percent 
favour of 


vote in co-operative 


listings. 


Twine i, Pa 
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Seated at the head table, reading from the extreme left to the right, are: Messrs. Al Malin, Donald M. Spencer, 
Homer Kellough, A. J. MacPhee, Jack Haliburton, Guest Speaker Phil Seagrove, Norm Winterburn, Jack A. Weber, 
President, CAREB, Stan Melton, Provincial President, AREB, Rev. Wilkie, Don Reid, Bill McGregor, Peter Sayko, Frank 


Allaway, Howard Molstad. 
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Visit to Lethbridge 


The Lethbridge Real Estate 
Board’s meeting at the end of May 
was attended by Mr. S. L. Melton 
of Edmonton and Mr. Frank Johns 
of Calgary. They were there on 
behalf of the Canadian and Alberta 
Real Estate Associations. They 
report that they were very im- 
pressed with the turn-out of Leth- 
bridge realtors and the enthusiasm 
and interest they showed, not only 
in their own affairs, but also in the 
problems and activities of the Can- 
adian and Provincial Associations. 


“We were also impressed with the 
interest shown by the members of 
the Lethbridge Real Estate Board 
in the affairs of their city,” the 
report adds. “We would particu- 
larly commend them on the resolu- 
tion they forwarded to the City 
Council in connection with the Leth- 
bridge Council’s speculation in real 
estate and for the discussion con- 
cerning the council’s action in pur- 
chasing residential property for a 
price much above the going market 


price of residential land in the City 
of Lethbridge.” 


QUEBEC 
New Board of Directors 


All boards in Quebec Province 
were represented at the annual gen- 
eral meeting of the Association of 
Real Estate Boards of the Province 
of Quebec, held at the Chateau 
Frontenac in Quebec City on April 
15. Under the chairmanship of Mr. 
Jean Préfontaine of Sherbrooke, 
the new constitution was studied 
and later adopted. 


A meeting of the new board of 
directors was held in Three Rivers 
on May 30. Further meetings are 
scheduled in cities where boards 
have been formed in order to give 
these boards an opportunity to 
meet their provincial officers and 
to discuss problems. 

The 1955-56 Board of Directors 
elected at the annual general meet- 
ing is as follows: 

President, Georges H. Couillard, 
325 Boulevard Charest, Quebec; 
Ist Vice-President, Roy A. Paterson, 
St. Francis Realty Co. Ltd., 395 Vic- 
toria Avenue, Montreal; 2nd Vice- 
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President, Jean Gagné, 144 Rue St- 
Jean, Quebec; Ex-Officio, Jean 
Préfontaine, 10 nord rue Welling- 
ton, Sherbrooke; Directors: M. R. 
Audette, National Trust Company, 
225 St. James St. West, Montreal; 
J. A. Lowden, Manufacturers Life 
Insurance Co., 132 St. James St. 
West, Montreal; F. J. Conway, 13, 
rue Wellington Nord, Sherbrooke; 
Léon Saulnier, 360 rue St- Domin- 
ique, Jonquieres; Victor Harvey, 
1617 rue Royale, Trois-Rivieres, 
Omer Auger, 755 rue Larocque, St- 
Hyacinthe; L. P. Beaudoin, C.P. 
132, Chemin Waterloo, Granby. 


A Nos Membres Francais: 


Des articles d’intéréts communs 
écrits en francais seraient grande- 
ment appréciés par plusieurs de nos 
membres. Nous vous demandons 
donc a ceux qui peuvent le faire de 
nous rendre ce service. 

Sil-vous-plait communiquer avec 
monsieur B. J. Bachand, secrétaire- 
exécutif de l’Association provinciale. 


NEW BRUNSWICK 


Economic advance 


The Moncton Real Estate Board 
reports that it is off to a flying start 
with regular monthly meetings. Once 
every two months it is intended to 
have a guest speaker from a busi- 
ness allied with the Real Estate pro- 
fession. A co-operative listing sys- 
tem has been set up and it is func- 
tioning well. 





AT HALIFAX-DARTMOUTH REAL ESTATE BOARD DINNER 


The outlook for real estate activ- 
ity in New Brunswick for 1955 is 
most promising. The discovery of 
base metals at Bathurst, the Beech- 
wood Power Project beyond Fred- 
ericton, the tremendous camp Gage- 
town between Fredericton and Saint 
John, as well as the drilling for oil 
in the Albert County area outside 
Moncton, all point to growth and 
economic advancement for this 
The price and demand 
for older properties is continuing 
to decrease. The demand for low 
down payment N.H.A. built homes 
is constant. Housing and apartment 
units are unchanged. 


NOVA SCOTIA 


Realtor licensing 


province. 


The subject of realtor licensing 
was discussed by Mr. R. A. Patter- 
son, vice-president of the Canadian 
Association of Real Estate Boards, 
when he addressed a dinner meeting 
of Nova Scotia realtors sponsored 
by the Hialifax-Dartmouth Real 
Estate Board. He said that the 
day would come when all provincial 
governments would require realtors 
to be licensed. 


Mr. Patterson said Ontario, Al- 
berta, Saskatchewan and British 
Columbia already had such legisla- 
tion. It was all the more reason- 
able that other provinces should 
have such laws when it was realized 
that the people in the real estate 
profession were the 


ones most 


interested in getting a licensing act. 


Left to right: J. C. DeLancy, G. S. Digby, Raymond Ferguson, 
R. A. Patterson, Vice-President, Canadian Association of Real Estate 
Boards, and A. Sheffman, President, Halifax-Dartmouth Real Estate 


Board. 











And awa-ay we go 


Well we’re off with the first issue 


of the combined Ontario and 
Canadian Realtor. But before we 
proceed too far with the “new 


look” perhaps we should pause and 
reflect, if only for a moment, on 
the phase of Realtor publications 
just past. The Ontario Realtor in 
form has served our 
Association for many years as the 
provincial voice of Ontario Realtors. 
It has brought us the Real Estate 
News and views for a number of 
years, and although many will feel 
a little nostalgic in its passing, all 
will look towards our new Realtor 
as a forward step in the desired 
direction. 


its former 


In combining our pub- 
lication with the Canadian Associa- 
tion it is felt that we can bring 
more and better items of greater 
interest to our readers. 


Grey hairs 


In addition to news and views of 
real estate on the Ontario scene our 
Realtor has brought other things to 
many of its editorial staff over the 
years. I refer to gray hairs, loss of 
hair and many sleepless nights. 
Many have suffered these trivial 
ills in working with the realtor, and 
although we can’t list all those stal- 
warts, here are just a few who have 
spent many hours on the Realtor in 
the past: Stewart Chambers, Hamil- 
ton: Ernie Oliver, Ottawa; P. J. 
Harvey, Brantford: Murray Bosley, 
Toronto: Bert Willoughby, To- 
ronto; and of course Doug Hood 
and your Secretary Bill Follows. 


Please keep in mind that in the 
future as in the past, the Realtor 
is your publication. We want to 
publish what is of interest to you, 
so send us your thoughts, criticisms 
and suggestions. 
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of 
Real 
Estate Boards 


Directors Meeting. Twenty eight 
directors of OAREB met at the 
Royal York Hotel on June 3rd for 
the first directors’ meeting of 1955. 
From the reports of various com- 
mittee chairmen the activities for 
the year are well advanced and 
OAREB can lock forward to an- 
other record breaking year. Space 
of course does not allow a com- 
plete summary of the discussions at 
the meeting. 


However here are 


some of the highlights: 


¥ ™* * 


Conference. The 34th Annual 
Conference will be held in Wind- 
sor at the Prince Edward Hotel, 
February 12-13-14. Mark those 
dates in your calendar and if you 
happen to have a ’57 calendar, mark 
“OTTAWA IN MARCH,” as the 
directors accepted the invitation 
from the Ottawa Board to hold the 
conference in the Capital city in 
1957. 


* * * 
Membership. It is quite evident 
that the directors are out to increase 
OAREB membership and a member- 
ship drive will get underway in the 
not too distant future. The Asso- 
ciation has had a substantial in- 
crease in membership this year to 
date, but we hope to boost the figure 
well over the 3,500 mark in ’55. 


. * * 


Co-op. A most interesting dis- 
cussion took place regarding On- 
tario Co-ops and we can look for- 
ward to more action form this 
Association service. George Tru- 
man of Hamilton is chairman of 
the Co-op Committee and you can 
rest assured George will come up 
with some of the answers in the 
near future, 
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Bert Katz, President, Ottawa 

C. R. Whitney; Vice-President, Kitchener 
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Ontario Section Editor, F. N. McFarlane 


Speakers Bureav. W. J. “Wref” 
Nix is chairman of this committee 
and Wref advises that the Speakers 
Bureau this year is being used to 
a much greater extent than last 
year. As the Chairman says “This 
service is available to all boards, 
just contact the secretary for fur- 
ther information.” 


7 * * 


Standard Forms. In keeping with 
the policy adopted at the annual 
conference, all OAREB Standard 
Forms are now available through 
member Boards ONLY. Individual 
Active Members may continue to 
order forms direct from the Asso- 
ciation offices. Your board secre- 
tary has received a complete sample 
set of Ontario Standard Forms. 
Would suggest you drop around 
to your board office and place your 
order for forms today. 


© - - 


On Your Right. The Caricatures on 
your right were drawn by “Mac” of 
the Toronto Telegram at the last 
Directors meeting. It has been 
drawn to the attention of the Edi- 
torial staff that the divorce rate in 
Canada is increasing and this staff 
maintains that any parallel between 
this increase and the left hand 
column is purely a coincidence— 
and on with the show—. 


Water golf 


Your President and Secretary 
were invited to attend the Annual 
Golf Tournament of the London 
Board on June 6th. It was a gala 
affair and many golfers walked off 
with prizes for their sterling efforts, 
as shown below. Perhaps the title 
of this should have read “Presi- 
dent’s Dilemna,” because it was 


reported that Bert (Ben Hogan) 
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Katz, President of O.A.R.E.B. and 
Wilf (Sam Snead) Webb, Presi- 
dent of the London Board, a ter- 
rific twosome to be sure, spent most 
of the day playing in the streams 
with a long pole with a wire cup on 
the end. Wilf Webb still maintains 
that there were fish in them ’thar 
streams and that he didn’t want to 
play golf anyway. Nevertheless, our 
Presidents were honest men. When 
Bert Katz’ score was read out, he 
received a tremendous round of 
applause, but Bert would not let 
the London Board go uninformed 
so jumped to his feet to explain 
that his score was for 9 holes, not 


18. 


Prize Winners 


Here is a list of the prize winners. 

Ist Low Nett 18 holes, R. Chris- 
tie; 2nd Low Nett 18 holes, H. 
Sifton; lst Low Gross 18 holes, A. 
Brown, Hamilton; 2nd Low Groes 
18 holes, J. Woodcroft; Ist Low 
Gross Ist 9 holes, B. Sharpe; 2nd 
Low Gross Ist 9 holes, W. B. Rowe; 
Ist Low Gross 2nd 9 holes, C. G. 
Hutchison; 2nd Low Gross 2nd 9 
holes, E. Carpenter; Ist Low Nett 
Ist 9 holes, L. Wilcox; 2nd Low 
Nett Ist 9 holes, B. King; Ist Low 
Nett 2nd 9 holes, J. R. May; 2nd 
Low Nett 2nd 9 holes, G. Lloyd. 


* * * 

Special Prizes. Highest Score, L. 
Cosby; Highest Score 9 holes, W. 
Webb; Highest Score any hole, B. 
Katz; Broker attending from fur- 
thest point, B. Katz; Member of 
Board for longest time, Bert Weir; 
Lucky number draw, S. Cudmore. 

Ladies Night at Port Credit. The 
South Peel Board recently held 
their first Ladies Night at the Credit 
Valley Golf Club. The social func- 
tion was well-attended and some 90 
Realtors and their wives sat down 
to an excellent dinner and danced 
to the wee hours of the morning. 


Congratulations are to be ex- 
tended to Arthur Farrington and 
John Roberts who headed the 
Ladies Night Committee and of 
course, to President Harold Clarke 
and Mrs. Clarke for their part in 
the program. It was a wonderful 
party and the South Peel Board can 
be proud of their first Ladies Night. 


Best wishes for many more in future 
years. 
* * * 


Sarnia Lambton Hold Annual Party. 
Following the custom of many 
years, the realtors of Sarnia-Lamb- 
ton Board played hosts to their 
wives at the Annual Ladies Night 
party on June 7th. President Bert 
Katz and Secretary Bill Follows re- 
ceived invitations and it was a great 
pleasure to see again many of the 
faithful followers of O.A.R.E.B. 
Don White and Angus Buchanan 
and many others. 

The scene for the festivities was 
the Sarnia Riding Club and as 
usual, everybody but everybody was 
there. Bert Katz gave a most inter- 
esting talk on his recent tour 
through the Middle East and re- 
lated real estate in Canada with 
real estate in the different coun- 
tries he had visited. 

Once again, it is our pleasure to 
congratulate the Sarnia-Board on a 
most successful Annual Party. 


* * * 
A Thought in Passing. We have 


just noted that some member 
boards have just completed their 
annual Ladies Night party. Very 
briefly, this is a board party de- 
signed to honour the long suffering 
wives who sit alone on many nights 
during the year while realtor hubby 
is off on a deal. Board parties such 
as these are excellent for public 
relations and should any board 
wish to start such a programme, 
the secretary will be pleased to 
assist in the initial program details 
and suggestions. 


* * * 


Ottawa Bus Tour. One hundred 
and forty board members, sixty-two 
businessmen, twenty-three lawyers, 
and thirty five special guests filled 
six large buses and toured forty 
miles of Ottawa as guests of the 
Ottawa Board on the National 
Capital Bus Tour recently. 

The event has been described by 
the directors as a “Know Your 
Community Better” day, which 
President Hubert McKeown has 
said could “well be followed by 
other boards across Canada” as a 
major public relations effort in pro- 
moting municipal understanding. 
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The sky’s the 
limit in Ontario 


ONFIDENCE! That is the real estate watchword 

today in Canada and particularly in Ontario. 
Let’s look at the facts and the trends. Our economy 
closely follows that of the United States and there 
they are having their greatest house building year in 
history—1,400,000 units. 

Money is pouring into Canada from the U.S. and 
the future for this country of ours looks extremely 


bright. 


Solid development Oshawa to Hamilton 

We will probably build a minimum of 115,000 
houses, our greatest house building year to date. The 
income tax reductions will be a shot in the arm to our 
economy and the price of money (interest) is coming 
down. 

So there is plenty of cause for confidence. Ontario 
is very favoured being in the centre of so many 
developments. For instance the uranium developments 
in Ontario can only be described as “fantastic.” It 
has been estimated that the find in Algoma will total 
over a billion dollars. There will be new communities 
springing up there. 

Toronto continues to accelerate its development. 
By the end of this year more than 82,000 houses will 
have been built in Toronto since 1950. The total 
built in this city during 1955 is expected to reach 
17,600 — a record year. 


115,000 houses this year 


It is possible to predict a solid development from 
Oshawa on the east to Hamilton on the west in the 
next seven years. While material costs are dropping 
slightly in the Toronto area, labour costs have held 
firm. As our dollar seeks parity with the American 
dollar (and it is not government policy to have our 
dollar above par), more American money will continue 
to flow in. Prudential have an extra $50,000,000 to 
loan this year in and around the Toronto area. 

Foreclosures in Canada are at an all-time low. In 
Saskatchewan last year, farm debt was the lowest in 
25 years. Our bank savings are at a record figure. The 
banks are now lending probably 50% of N.H.A. loans 
across Canada, serving many centres where the mort- 
gage companies were loathe to go. And this is all to 
the good. Let’s not be afraid of smaller down-pay- 
ments on homes. The United States Veteran’s Admin- 
istration found that of 4,000,000 loans their bad debts 
were less than one-half of 1%. 

Future growth of the real estate business will be 
limited only by our imagination and the will to work. 
How could it be otherwise? For the St. Lawrence Sea- 
way will boom Ontario. Hamilton is headed for 1,000,- 
000 people. Toronto will be over 2! million people 
in the next twenty years. 
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Montreal is one of the nation’s top markets 
for high-priced industrial and commercial 
properties and most businessmen consider- 
ing company expansion, re-location and 
investment are regular readers of The 
Gazette, Montreal’s leading English news- 
paper. If you have property to offer this 
fertile market, advertise in the Real Estate 
columns of The Gazette, the fastest-growing 
Want Ad section in Montreal. Low-cost 
Gazette Want Ads bring you the quality 
results you need to sell property of this 


kind. 


REAL ESTATE BROKERS: Add your 
name to the mailing list of the Gazette’s 
informative quarterly bulletin, “The Real 
Estate Salesman.” Write: Box 10, The 
Gazette, 1000 St. Antoine Street, Montreal, 


Que. 
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market of potential buyers of these respective interests 
—fee and leasehold—and therefore create additional 
investment opportunities with additional commission 
possibilities for ourselves. And something else that 
is very important; we stretch out the available financing 
and create additional values. This is particularly 
important in Canada where capital is at a premium. 


Take another example: A builder purchases 15,000 
sq. ft. of land for $300,000, erecting thereon a 
$2,000,000 office building for a total investment of 
$2,300,000. Let us assume that the gross revenue of 
the property is $425,000, with operating expenses of 
$150,000, leaving a net revenue before mortgage 
charges of $275,000. It is my opinion that this 
property is worth $2,700,000 assuming two things: 
first, that a satisfactory first mortgage can be arranged, 
and secondly, that the builder can find a purchaser 
with a large enough cash position to make the invest- 
ment. We would need about a $1,700,000 first 
mortgage, and the chances are, that here in Canada, 
the available mortgage lenders at that level are rather 
few. Consequently the builder will find that he might 
have to make a mortgage deal on a 20 year amortiza- 
tion basis. 


Profit of $400,000 


If that is so, mortgage charges are $144,500, 
leaving a net revenue for equity of $130,500. The 
builder then has to find a purchaser willing to invest 
$1,000,000 in cash, and it is my feeling that there are 
relatively few buyers around with that amount of 
money to invest in one property. However, when the 
builder completes his transaction, he will have 
realized a profit of $400,000. 


Let us look at that same property, contemplating 
a sale-lease back transaction. We have the same 
$275,000 net revenue before mortgage charges. The 
first thing the builder does is to sell land under the 
building for $750,000 to an institutional, or semi- 
institutional type of investor, taking back a 99 year 
ground lease at 6%, or $45,000 a year. The land is 
worth $750,000 at the moment, because on top of it 
stands a building which cost $2,000,000, and which is 
producing a net revenue of $275,000 per annum. After 
this sale the builder has a net revenue available of 
$230,000. He then creates a 50 year sub-lease, which 
he sells to private investor “A” for $533,000, at net 
rental of $150,000 per annum. In other words, “A” 
has what we call “sandwich lease” on which he is 
receiving $80,000 a year net return for an investment 
of $533,000, or 15%. When this transaction is com- 
pleted, the builder still owns the balance of his 99 
year leasehold, on which he is earning $150,000 a 
year. 


Return of 12% 


He then places a $1,100,000 first mortgage on 
the building and remainder of his leasehold, and since 
the amount required is substantially less than the 
$1,700,000 above, he will undoubtedly have several 
very interested mortgage lenders. For that reason I 
feel he can negotiate this mortgage on a 25 year basis, 
requiring $84,700 per annum for interest and 
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amortization. After deducting this last sum from 
$150,000, which is his net rental from investor “A,” 
who is the building operator collecting all the rents, 
the net income remaining to the builder is $65,300. 
The builder then sells his 99 year leasehold to investor 
“B” for $550,000, which is a return of almost 12%. 


By these series of transactions, i.e. the sale of the 
land, the sale of a 50 year sub-lease to “A”, the 
placing of a $1,100,000 mortgage, and the sale of the 
99 year lease leasehold to investor “B”, our builder 
has realized a total of $2,933,000 for his property, 
which cost him only $2,300,000 to create. In other 
words, his profit is $633,000 instead of $400,000 under 


a conventional deal. 


I might add here that the Empire State building 
in New York was handled along similar lines when 
purchased by the Stevens group a few years ago. 
Following is a tabulation of this example: 














Cost of Land (15,000 sq. ft. at $20) - $ 300,000 
Cost of Building 2,000,000 
Total Investment $2,300,000 
Gross Revenue . oie 425,000 
Operating Expenses ____.. 150,000 
Net Revenue — Before Mortgage Charges _. 275,000 
Ist Mortgage — $1,700,000 —6% — 20 
years (8.5% constant) - , : 144,500 

Net Revenue for Equity _. $ 130,500 
Price of Property 2.700,000 
Cat ot Peery 2,300,000 
a $ _ 400,000 
If on “Sale Lease-back”: 

Net Revenue Before Mortgage Charges $ 275,000 

Sell Land — 15,000 sq. ft. at $50 $ 750,000 

99 Year Ground Lease — et. 6% 

Ground Rent I 45,000 

Net Revenue Available il 230,000 
Create 50 year Sub-lease and Sell to “A” 

for $533,000 at Net Rental of $150,000 150,000 
Net Return to “A’ —15% on $533,000 __ $ 80,000 
Builder places $1,100,000 Ist mortgage on 

building and his 99 year lease-hold 

which nets $150,000. 
Nat Reatal to: Builder: 150,000 

Interest at 6%—25 years (7.7% 

constant) a 84,700 
Neb income to Billder 22 _ 65,300 
Builder sells his 99 year Lease-hold to “’B” 

for $550,000 —a return of almost 12%. 
Recapitulation: 

a $ 750,000 

Sale of Sub-Lease to “A” _._. 533,000 

lst. Mortgage —._____— 1,100,000 

Seen ee 0 550,000 
Total Realized by Builder —........ sci ceasiacak ,) a 
NO CN TN scene 2,300,000 
anne a NONE eee $ 633,000 








How to Sell 


INDUSTRIAL SITES 


by A. JAY WEBB 


HAT is your feeling when a prospective purchaser 

of industrial land, say, a local manufacturer, 
unexpectedly enters your office for assistance. Are you 
organized so that this is a happy event and a welcome 
challenge — or do you start running for cover in 
embarrassed confusion? 


Preparation 
It’s all a matter of preparation. 


Firstly, you must know thoroughly, your own town 
or city. It continues to surprise me how often I 
am asked by persons who are engaged in industrial 
real estate, where a fairly well known street or area 
is located. Without this knowledge — and kept up 
to date — you are like the blind leading the blind. 
Life’s darkest moment can be when your client says 
“Didn’t we pass that Industrial Development ten 
minutes ago?” By taking a planned route you can 
make comparisons with less attractive or more expen- 


sive land, and thus give your own property a “build 


up”. 
Secondly, the industrial areas, light and heavy, 
should be learned completely, not only with relation 


* * * * * * 


The experience of 18 years has been 
distilled by Mr. A. Jay, in this detailed survey 
on the best approach to the problem of selling 
industrial land. Mr. Webb who is a well- 
known authority on industrial and commercial 
real estate is associated with S. E. Lyons Ltd., 


Toronto. 





to your entire territory, but also individually. Today 
this is very much easier to accomplish than it has 
been. Competition has forced industrial sub dividers, 
land development syndicates and builders to print 
brochures with maps showing their plan — with lots 
numbered, acreages shown, and even in some cases, 
prices printed right on the plan (the complete picture). 
As sales are made, a simple ’phone call is all that is 
needed to keep yourself up to date. 


Of next importance I place Zoning and its restric- 
tions. This aspect of our business is growing in leaps 
and bounds. In my opinion, the successful industrial 
salesman should know completely the existing zoning 
by-laws. Here are some of the problems to be solved 
in this connection. 


Many industries on first contact say they need, for 
example, five acres; whereas they actually require con- 
siderably more. They assume that you are as familiar 
with their business as they are themselves. But — 
and it is a big but — do they have outside storage? 
Do they have knowledge of “set backs”? Parking area 
requirements? Shipping area demands? Lot coverage? 
And more specifically, the non-access highways which 
present additional problems. The “set backs” and 
restrictions are most unusual and arbitrary. By the 
time an industrialist occupies his building he has to 
contend with a serious loss of useable land — and an 
equally serious confinement in advertising. Signs are 
restricted to 25 square feet and controlled as to color. 


Give the facts 


He is not allowed to use the set-back area, even 
for parking, and at the same time he is paying top 
price for his location. You will make no friends if 








Do you run for cover? 


Are you the blind leading the blind... ! 


€ Preparation is the vital factor when it comes to selling industrial property. Unless 


you are prepared, you can know some of life’s darkest moments. When you’ve read 


this article you’ll agree there’s more to a sale than just the will to sell. 


you neglect to inform your purchaser of these facts 
beforehand. In addition to these restrictions there is 
now a new one. The Department of Transport is very 
actively concerning itself with their particular problem 
of air obstruction and lowered visibility by smoke, and 
other foreign matter. Near an airport there are regu- 
lations ruling that you must keep your building and 
any part thereof, including chimneys, at a minimum 
height. Anyone who plans to operate near a major 


airport should take heed. 


After consideration of these obstacles it may well 
be that your client needs 10 acres instead of five and 
in an entirely different location. The Realtor should 
also, by reference to the various planning boards and 
by knowledge of trends and changes, have a pretty 
good idea of what land is going to be rezoned for 
industrial purposes. This last is very helpful — some- 
thing like having a built-in crystal ball. You would 
not advise purchase in any event until the zoning was 
confirmed, but when it is, you have a head start on 
the competition at the time the land can be purchased 
to best advantage. It enables you to be prepared for 
action. 


Now, let’s consider Services: Take sewers. What 
sewers? Sanitary or industrial? I have seen more 
than one industrialist buy land on the theory that he 
had Sewers — only to find that his sewers were only 
of the sanitary type and because of the nature of his 
business he needed to vacate his waste products 
through an industrial sewer. He simply has to sell 
his land and you have lost another good client. 
Another thing to remember, is that many of the 
vendors who proclaim they have all arrangements made 
for services are thinking wishfully. A simple enquiry 
to the particular Township is in most cases all you 
need to keep from getting too far out on the limb. 
However, in many cases Townships are not primarily 
concerned. It may be that the services must be brought 
across private lands or connected to services paid for 
and installed by adjoining owners. Often tentative 
arrangements for crossing these lands or connecting 
to the adjoining services collapse, and no services are 
actually available. This situation should be explored 
carefully. 


Who pays? 


In any event, your client should be protected on 
this in his Offer to Purchase. Who pays for the 
services? That services are available or “in” as the 
saying goes — is a broad statement. It does not follow 
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that they are paid for. If the services are to be paid 
for, all or in part, by the purchaser — how much and 
for how long? 


Also, what size sewers of each type? This can be 
very important. Check it and know it! As to water: — 
What size is the main? How many gallons a minute 
will it produce? Does it vary seasonally? I have even 
had clients request a run-down on the daily tempera- 
ture of the water. Complete hydro and gas services 
should also be checked and noted. The matter of 
transportation and hours of service should also be 
considered here. 


The contours and quality of the land are very 
important also. In the middle of summer a tract of 
vacant land, fully weed covered and dried, can be a 
very deceptive thing. I can well remember having all 
the papers ready to close a purchase “lease back” deal 
at 6 o’clock one summer Friday evening — thinking 
of the cottage and a nice cool swim — when the client’s 
Architect, who had been out in the field checking 
the site, called on the ’phone to say a temporarily 
dried up water course bisected our apparently level 
site. I had my swim! 


Check carefully 


Local by-laws say you must not interfere with these 
natural waterways. The cost of a site can be doubled 
to overcome this obstacle. While township regulations 
require “warning against interference” signs placed 
thereon, it is hard to believe how often these signs 
are pulled out and dropped in the weeds by practical 
owners. A careful tour of the site can help to check 
this, and more important, borings and soil tests can 
quickly be obtained to make sure you have soil which 
will support your building properly. These should 
be approved by the architect since they may mean the 
land is impractical or impossible for its intended use. 


Now, if a client walked into my office looking for 
industrial land, here is what I would do. 


After a preliminary discussion I would say: “Let’s 
go over to your present location and see just what 
you are doing there.” Is it light or heavy industry? 
Are its products weighty or bulky? Does it use rail- 
way, transport trailers or just light panel trucks for 
shipping and receiving. How often are they used, and 
where do they go? Can its products be stacked to 
any height without damage? Can some of these pro- 
ducts be without heat or withstand temperature changes? 


me Over 
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INDUSTRIAL SELLING 


Continued 


Can they be stored outside? Is 
there anything of an odorous, in- 
flammable or offensive nature con- 
nected with the business? The office 
in these instances may have to be 
disassociated from the main build- 
ing, requiring additional land and 
special permits will be required to 
operate in most areas. Gravity 
process industries and heavy drain- 
age operations also require special 
treatment through extra height 
and sewerage arrangements. These 
problems are all pertinent to the 
choice of site. 

The number, sex, type and classi- 
fication of your client’s employees 
are very important. These are 
given first consideration by a far- 
sighted employer before he makes 
a purchase. Many industries, such 
as needle-trade, whose employees 
live in downtown areas and walk to 
and from work, could not survive 
too long in the suburbs. These 
matters govern parking require- 
ments, lunch room facilities and 
even working hours to a very large 
extent. 


Where to get answers 

The answers to these questions 
are best obtained in the indus- 
trial’s own plant—where he is com- 
pletely at home and feeling expan- 
sive because of your personal ins- 
pection and questions. He is also 
surrounded by his key men who 
often have specific problems in their 
own departments of which he may 
not be fully aware. Being right 
there on the spot enables them to 
show you, as well as tell you, what 
they wish to accomplish and to 
avoid in their new quarters. This 
initial approach is vital—if handled 
properly in his own plant, the 
industrialist feels your personal in- 
terest, and it is most unlikely he 
will desert you from then until you 
have closed your sale. If he has 
other premises, he usually wishes to 
consolidate. Even if the business 
is quite different or in another city, 
these should also be inspected and 
consolidation suggested if he has 
not brought up the matter. You 
can often turn a small deal into a 
large one by this means. 

Your client should have engaged 
his own architect to whom he will 
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look for guidance and advice on all 
matters concerning his new build- 
ing. If he has not, I would suggest 
that he do so. In my opinion the 
architect should join you on this 
preliminary inspection. 

At this point the client will prob- 
ably ask you what price he is likely 
to obtain for his present building. 
This is a “pitfall”—wise to avoid 
at this stage, for these reasons. 
Most owners have an inflated idea 
of the value of their own property, 
either through pride of ownership, 
wishful thinking, or more often 
having been ill-advised by misin- 
formed persons. To give him 
honest but disappointing figures at 
this time upsets his feeling of “well 
being” you have worked so hard to 
earn. He may even try to argue the 
point, which of course you will not 
do. At best, if he honestly believes 
his own idea of value, you will have 
lost some measure of his confidence, 
and he will doubtless attempt to 
reciprocate by finding faults with 
the land you are going to show him. 
It is far better, when he is in your 
car looking at properties, to casually 
point out various buildings and 
mention their selling or asking 
prices. By this method he pain- 
lessly learns the true facts and when 
the time comes to discuss his own 
property he is acclimatized. 


A pitfall 


At this point in your negotiations 
you should be well advanced in a 
most important phase of your sale. 
The “Assessment of the Client” 
— sometimes called “Screening.” 
What is his financial rating? What 
are his assets? What is his poten- 
tial? By your own inspection and 
questions you have a good idea of 
his real estate holdings and the 
encumbrances against them. How 
long has he been in business? Is 
the business “looking forward” in 
an up-to-date fashion, or becoming 
obsolete along with its executives? 
Are its products of the type which 
are increasingly popular or old 
fashioned, and likely to be dis- 
carded by the ever changing public? 
“Well known” company names 
should not mislead you. This very 
fact could mean he has been mak- 
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U. S. FUNDS 
FOR CANADIAN 


REALTY INVESTMENTS 


TANKOOS YARMON 


LIMITED 
REAL ESTATE BROKERS 


320 Bay Street, Toronto 1, Ont. 


EMpire 3-5086 


Many realtors have 
found the general in- 
surance business a pro- 
fitable sideline to real 


estate. 


Our group of indepen- 
dent companies pro- 
vides the necessary fa- 


cilities. 


WE WILL FORWARD 
INFORMATION ON AGENCY 
APPOINTMENTS ON REQUEST 


Massie and Renwick Ltd. 


COMPANY MANAGERS 
800 Bay St. 


Toronto 
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CO-OP 
ENTHUSIASM 
SEEN 


Listed below are the wanderings of Canada’s Co-op salesman, P. A. 
Seagrove - salesman extraordinary for the concept of co-operative selling. 


May 24 - Winnipeg - address to 85 realtors under the chairmanship of Mr. 


H. A. Gammon. 


May 26 - Saskatoon - address to 37 with Mr. Doug Woodley, President 
Saskatoon Board in the chair. 


May 30 - Edmonton 
June 1 - Vancouver 


attendance of 260, with Mr. Winterburn in the chair. 
Chairman, Colonel Fulierton, 225 realtors present. 


June 2 - Victoria - attendance of 90, Mr. Reed, President of the Victoria 
Board, chairman. 


June 6 - Calgary 
June 8 - Regina 


- chairman, Mr. Harvey Jackson: attendance 100. 
Mr. Clear, President of the Regina Board in the chair, 


34 realtors present. 





Mr. Seagrove reports on the Canada-wide picture 


Winnipeg, Saskatoon, Edmonton, 
Vancouver, Victoria, Calgary, Re- 
gina — these have ali felt the im- 
pact of a vigorous co-op campaign 
conducted in May and June by 
Mr. P. A. Seagrove of Hamilton, 
Ontario. Mr. Seagrove, considered 
Canada’s leading authority on the 
co-operative listing system, visited 
these cities and addressed real estate 
boards, at the request of the Cana- 
dian Association of Real Estate 
Boards. 

With his western swing completed 
and with the arduous selling and 
instructing job successfully com- 
pleted, Mr. Seagrove has summed 
up the Canada-wide co-op situa- 
tion as he found it.. In an inter- 
view with The Canadian Realtor, 
he said: “We received an excellent 
newspaper coverage in all cities. 


“While there appeared to be a 
lot of work to be done yet in Win- 
nipeg, it will not be long before 
they are doing a good job—already 
their co-op sales have passed the 
million dollar mark for one month. 
In Saskatoon the group was very 
enthusiastic and in my opinion did 
the best job of ensuring full cover- 
age of our discussions by television, 
radio and newspaper. The Saska- 
toon Board has every chance of 
making a success of co-operative 
Listing.” 


High point of trip 


Mr. Seagrove considered that his 
meeting with the Edmonton realtors 
was the high point of his trip for 
there were more present to hear 
his views on co-op than anywhere 
else. He complimentd the Van- 
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couver Board on its enthusiasm and 
the leadership it was offering to the 
West and he thought that this board 
could be of particular assistance to 
Victoria. 

“With the interest shown,” he 
said, “I look to Vancouver to lead 
the country. We had a fine meeting 
in Vancouver and during our ses- 
sion, Colonel Fullerton presented 
life memberships to five of the 
older members of the Vancouver 
Board — a grand public relations 
job. 

“At the Victoria meeting there 
were 90 present -- the largest attend- 
ance in the history of the Board. 
Calgary is enthusiastic and opti- 
mistic. Their multiple listing sys- 
tem will undoubtedly carry on. 
Their sales are about a million a 
month.” 


Mr. Seagrove said that from the 
impressions he had gained, he be- 
lieved that co-op listing is favour- 
ably regarded and that photo list- 
ing is the accepted method. The 
theme of his talks had been that 
the co-op listing system was an in- 
strument to raise the standard of 
the real estate business and to bring 
about a more professional approach. 
Mr. Seagrove said. “I believe that 
capable secretaries will have a great 
deal to do with the success of organ- 
ized real estate in Canada. I would 
suggest that these secretaries be en- 
couraged to form a_ Secretaries 
Council and that they correspond 
with each other during the year for 
their mutual benefit.” 


Some of the main points covered 
by Mr. Seagrove in his western 
addresses, on the subject of co-op 
listing, were recapitulated by him. 


He said that the co-operative selling 
service was good for the broker, 
the salesman, the public and the 
real estate business generally. It 
gave to property merchandizing a 
greater dignity, one far removed 
from any “dog-eat-dog” attitude. 


“We have to clean up our own 
business,” he said. ‘There are far 
too many men who don’t take a 
profession attitude in this business. 
Realtors by co-operative selling can 
hope eventually to match in prestige 
the insurance business which is re- 
cognized as a profession. 





When the history of today’s real estate 
business is written, credit for the boom ahead 
will be given to co-operative listings — and 


Mr. P. A. Seagrove. He is a missionary, an 
enthusiast, an organizer, when it comes to 
this matter of co-op. Mr. Seagrove was 
secretary of the Hamilton Real Estate Board 
for three years and organized the co-opera- 
tive system there. Hamilton now has the 
highest percentage rate of co-operative real 
estate sales in Canada. 


21 










Xd 2YNCY-UE 


SECTION 





ELCOME to the Appraisal Section in which it 

is hoped that you will find practical information 
on the very vital matter of the valuation of properties. 
It is also hoped that you will participate in the activities 
of the section by making suggestions, asking questions 
and, if so inclined, writing articles. 


Basically the purposes of the section will be to 
cover the funadmental aspects of professional ap- 
praising in order that the standards of this practice 
may be improved and unified. With this in mind it 
is our intention to try and cover topics which will be 
of general interest to all Realtors and Salesmen, with 
special emphasis on aspects of residential appraisal. 


In order to insure that the articles will be informative 
and authoritative, specialists in their respective appraisal 
fields will write the various articles. 


Questions invited 


The Appraisal Editor hopes that full advantage 
will be taken of the “Question Box” feature. Under 
our arrangements with one of Canada’s leading ap- 
praisers up to three questions will be answered per 
month providing there is space available. Questions 
must be submitted in duplicate and be in legible form 
with the name and address of the sender. No guarantee 
is given that any question will be answered although 
every effort will be made to answer all. 


Before turning to our first topic it will be well that 
we should know something about the organizations 
which are primarily concerned with appraisal educa- 
tion and standards. An affiliate of the C.A.R.E.B. is 
the Appraisal Institute of Canada which was founded 
in Winnipeg about 20 years ago. Apart from the 
parent chapter it now has 11 chapters, of which 6 are 
in Ontario, 2 in Alberta, 2 in Saskatchewan and 1 in 
British Columbia. The Institute grants two designa- 
tions, the A.R.A. for Rural Appraisers and the A.U.A. 
for Urban Appraisers and these are a recognized 
professional designation. 


The American counterpart of the Appraisal Insti- 
tute of Canada is the American Institute of Real Estate 
Appraisers which is the leading professional appraisal 
body on the North American Continent. It grants 
the highly regarded designation M.A.I. Both the 
American and Canadian Institutes offer educational 
courses which form part of the necessary qualifications 
for the designations. 


The Society of Residential Appraisers also offers a 


designation S.R.A. and has many Canadian members 
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J. L. STEWART 


. ¥* ¥* * . * * * 
MEET THE EDITOR APPRAISAL SECTION 


Mr. J. L. Stewart is a graduate of the University of Toronto and 
Osgoode Hall Law School and is also a post graduate student at 
the Institute of Business Administration, University of Toronto. Special 
courses taken by him include Appraisal | and II at Northwestern 
University. 

Mr. Stewart has lectured and worked with realtors in all major 
cities in Canada and many in the U.S. and so is well qualified to 
edit the Appraisal Section of the Realtor. Readers can be assured 
that the articles will be of as much interest and value to an individual 
member in say, Yorkton, Saskatchewan, as to a member of a large 
firm in one of the major cities of Canada. 

Mr. Stewart is the manager of the Appraisal Department of 
Shortill & Hodgkins Limited, Toronto. 


* * * * * * * * 


and the Royal Institution of Chartered Surveyors, an 
English professional appraisal body, has approximately 
75 members of various grades in Canada. 

Any reader who is interested in getting more infor- 
mation about the various groups and their standards, 
courses, requirements, etc., should write to the Ap- 
praisal Editor. 


Appraisers — why? what? 


Why is there any need for appraisers and what 
do they do? Basically an appraiser is one who esti- 
mates values and a professional appraiser is one 
who holds himself out as capable of doing this work 
and also of supporting his estimates if the need arises. 
Every one of you must often be faced with a problem 
of valuation, but to those engaged in the brokerage 
end of the real estate practice, it is seldom necessary 
to formally support your estimates. You base your 
estimates on market sales and then the market itself 
supports the estimate when the property sells. 


A professional appraiser is in a different position. 
He is being paid for his knowledge and his ability to 
show the reasons for his estimates. He must support 
these estimates without the property being sold and 
in many cases the actual price depends entirely upon 
the validity of the appraiser’s estimates. 


Another question which has doubtless puzzled many 
is why there should be such a wide variation between 
the estimates of value given by two different appraisers. 
This, of course, can be accounted for to some extent 
by the fact that an appraisal is an expression of opinion 
and honest opinions can vary greatly the one from the 
other. However, there are three other main reasons 
which appear, they are: 

(1) Appraisers feel they are working for a client; 
in fact of course that they should be merely advising 
him and others as to probable value. 











@ 


(2) Few appraisers have the knowledge or time to 
compile a fully supportable appraisal report. The 
report in itself is not as important as the fact that 
before rendering a decision the appraiser should have 
organized the data and his impressions thereof on 
paper and so as to approach the problem in a logical 
fashion. His estimate is, therefore, almost certain to 
be no more logical or supportable than the manner 
in which he arrived at it. 

(3) Appraisers do not adequately consider the 
highest potential use of a property. The writer has 
just completed an arbitration appraisal in which two 
witnesses gave as their opinion the fact that the best 
use of a certain property was for the erection of an 
office building while three other witnesses gave evidence 
either that they could think of no : — 
higher use than for improvement | 
as a park, or expressed no opinion 
as to its utility. Obviously all five | 
appraisers could give honest esti- 
of value which would be 
widely divergent simply because of 


mates 


their opinions as to the proper 
program of utilization. 


Consult 
Little bites — not gulps 


Another point 
which professional appraisers re- 


very important 
alize is that if we are to minimize 
guess work (and there must always 
be some of this) we must take little 
“bites” out of the appraisal and not 
great big “gulps.” In other words, 
we do not estimate say depreciation 
as being a lump sum but rather 
try and prepare a_ schedule | 
of those items which we know are | 
worn out or obsolete. To the ex- 
tent that we know the cost of such 
items we are no longer guessing and 
so the chances of gross error are properties. 
minimized. So also in an appraisal 
of improved property it is wise to 
try and establish the value of the | 





also the benefits and sources of appraisal education. 


Manufacturers 


Life For 


The subsequent articles in the section will attempt 
to illustrate various phases of what is known as “The 
Appraisal Process”. We will try to show you what 
factors must be considered in your community and 
neighbourhood valuations, how to make use of replace- 
ment costs, land values, the interpretation of rental 
and sales date, the problems of “Highest and Best 
Use”, special problems such as the house which over- 
looks a cemetery, the property which is a “dog” on the 
market. In a different vein we will discuss certain 
legal problems with which the appraiser is faced, in- 
cluding the question of zoning regulations, easements, 


expropriations and appearances before tribunals, and 
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MORTGAGE FINANCING 


Since 1887, when it was incorporated in Canada, the Manufacturers 
Life has made first mortgage loans on real estate. 


A reputation for 


good mortgage service has grown with the years and today, the 
Company has 10 Mortgage Branch Offices in Canada. 
facturers Life is able to provide prompt financial assistance for the 
construction, purchase or refinancing of residential and commercial 


The Manu- 


First mortgage loans comprise a substantial proportion of 
the Company’s total invested assets of over $600,000,000. 


land as though it was vacant and 
this will eliminate a certain amount 
of error in your final estimate. 


Finally the professional appraiser 
tries to develop alternative ap- 
“approaches” to every estimate of 
value. For instance, he will always 
use the data from comparable sales 
as his main approach to the value 
estimate if there are any such sales 
but will then check this against the 
depreciated replacement cost of the 
property and if possible against an 
estimate of based on its 


revenue producing capabilities. 


value 
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Our representatives in any of the Branch Offices in the following 
cities are ready to discuss with you any phase of mortgage 
financing. 


VICTORIA - VANCOUVER - CALGARY - EDMONTON 
REGINA - WINNIPEG - LONDON - HAMILTON 
TORONTO - MONTREAL 


THE 


MANUFACTURERS 
INSURANCE LIFE COMPANY 


HEAD OFFICE (Established 1887) TORONTO, CANADA 











Convention plans well under way 


Emphasis on informal discussions e 


Special entertainment 


Alberta’s scenic attractions 


HERE’S great hustling and bustling going on in 

Edmonton these days where Stan Melton and his 
committee are making plans for the annual C.A.R.E.B. 
convention to be held in Alberta’s capital city Septem- 
ber 17 to 21. 


Stan is chairman in charge of arrangements for this 
year’s convention which will include business sessions 
and round table discussions on a wide variety of sub- 
jects, addresses by prominent speakers from many 
parts of the continent and special entertainment. 


Jack A. Weber, president of the Canadian Associa- 
tion, will be official host at the convention and will 
welcome delegates on behalf of the association. Mayor 
William Hawrelak of Edmonton will extend an official 
welcome on behalf of the city when business sessions 
get underway Monday morning, September 19. 

A full program of activities also is being arranged 
for wives of members attending. 


Round table discussions 


A good deal of emphasis is being placed on round 
table discussions which will be held every morning 
Monday through Wednesday following daily registra- 
tion. These are considered to be one of the most 
interesting and effective forms of discussion, giving 
everyone an opportunity to contribute in a more 
informal manner. 

No business will be conducted Saturday, September 
17, the first day of the convention. Following registra- 
tion at noon, golf has been arranged for those who 
wish to play, as well as a city tour. 
there will be dancing at the hotel. 


In the evening 


Sunday morning there will be a joint meeting of 
eastern and western executive committees, with more 
entertainment planned for the afternoon and evening. 
This will include more golf and visits to points of 
interest in Edmonton, a past presidents’ reception, and 
an informal reception. 


It won’t be all business Monday, Tuesday and 
Wednesday, either. Several social events have been 
arranged for these days, including a reception and 
dinner Monday evening, a barbecue and dance at one 
of Edmonton’s nearby lake resorts Tuesday evening 
the inauguration of new officers which will officially 
and a reception and banquet Wednesday, followed by 
wind up the convention. 


Any special side trips or sight-seeing tours that 
delegates may wish to make will be arranged by the 
convention committee. 

Many members of the C.A.R.E.B. will want to 
visit other points of interest in Alberta when they come 
to Edmonton this fall to attend the annual convention 


September 17 to 21. 
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Whether you're travelling by car, air, rail or bus, 
such world-famous beauty spots as Banff, Lake Louise, 
Jasper and Waterton Lakes are easily accessible. 


The Circle Tour which embraces Edmonton, Cal- 
gary, Banff and Jasper is one of the most beautiful in 
North America, particularly through the wild, untamed 
regions of the Rocky Mountains. 


Motorists arriving in Calgary can drive directly to 
Edmonton over the Calgary-Edmonton highway, or 
may take the longer route around, chrough the mount- 
ains. Similarly, members travelling by rail or bus may 
take the same trip. 

Both the Canadian Pacific Railway and the Trans- 
Canada Highway traverse Banff National Park and 
there is a landing field for light aircraft three miles 
from the town of Banff. All necessary connections can 
be made conveniently through the principal railway, 
bus or air lines which will provide you with detailed 
information and prompt service. 

There are four highway approaches to Banff. As 
it is served by the Trans-Canada Highway (No. 1), 
motorists may arrive from the west via the Big Bend 
Highway or from the east over a hard-surfaced section 
from Calgary which extends from Banff to Lake Louise. 
From Glacier Park in Montana hard-surfaced con- 
nections may also be made via this route. 


From Edmonton and other central Alberta points 
Banff may be reached over the Edmonton-Jasper and 
Banft-Jasper Highways. 

Banff National Park, 564 square miles in area, is 
the oldest of Canada’s national playgrounds. The 
original reservation of 10 square miles was set apart 
in 1885 to preserve as a public possession the hot 
mineral springs discovered on the slopes of Sulphur 
Mountain. On the north the park adjoins Jasper 
National Park, one of the largest national parks on 
the North American continent. 
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INDUSTRIAL SELLING continued 


ing the same products too long and 
is ready to expire in the face of 
modern competition. If he does 
not appear to be of substantial 
means you can then decide whether 
or not he has overestimated his 
requirements in land. There is 
little point in selling him so much 
land that he is unable to finance the 
building he plans. Remember that 
the smaller the buildings’ relation 
to the land the greater the effect 
per square foot in actual building 
cost—either on sale or rental. On 
the other hand, if he is financially 
sound and the business is making 
rapid progress he may require con- 
siderably more: land than he thinks 
to contend with his expansion. 
Again—if he is Triple A rating he 
can qualify for a “lease back” pur- 
chase deal at a very nominal rental 
—which gives you another string 
to your bow. 


Pointers to success 


By this time you have gained his 
confidence and know his situation 
thoroughly and are in good shape 
to show him various sites you know 
he could use to best advantage. 
Here are a few seldom mentioned 
pointers which I have found very 
useful. 

Your chances of success are 
doubled if the site is convenient to 
the principal executives’ homes— 
particularly in a city as large as 
Toronto. The longer they have 
lived there the more important it 
becomes. It’s a tough job to sell a 
man living in the west end a loca- 
tion in east end Scarboro—about 
two hours driving each day unless 
he moves his residence. Find out 
where they live—near their present 
location is a good bet. 

Industrialists, unconsciously, like 
to be near their successful competi- 
tors. Besides it makes it easier for 
the various buyers, distributors and 
salesmen to call on them collec- 
tively. If one company is isolated 
it feels “out of the swim.” It is 
much easier to sell him land in one 
of these “group areas.” 

Using the above procedure we 
will assume your client selects two 
or three prospective sites. A call 
to the architect will clear which of 
them is most suitable, and his deci- 
sion is made. 
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However, since the client appears 


to be of Triple A calibre you have 
been steadily pointing out the 
advantages of having the building 
purchased by an investor and 
leased back to him. He is interested 
and asks for figures. The first thing 
is to take an Option on the land. 
Then through consultation with the 
architect and through your own 
experience, you can arrive at an 
approximate cost of the building. 
This, together with the cost of the 
land and the amount of the mort- 
gage obtainable enables you to 
arrive at an approximate rental rate 
per square foot, based on your 
knowledge of the percentage return 
the average investor expects for a 
given term of years. If your investor 
agrees to accept at least based on 
these figures the architect makes 
his working plans and the cost 
of the building is substantiated 
through tender. The mortgage com- 
pany, after complete assessment of 
the client, makes its firm commit- 
ment. 


Hold his hand 


Now, let’s pause for a moment 
and take stock of our present posi- 
tion. Everything is in our control. 
The land—the building plans—the 
mortgage commitment—the inves- 
tor-owners. It would be hard for 
even a hard working competitor to 
upset our apple cart. As yet, the 
client may not love you as a brother, 
but you have his hand in yours. 

As co-ordinator, the Realtor has 
thought the whole deal through 
from the start. He has found the 
client; selected and optioned the 
proper site; assessed the client’s 
potential; switched from sale to 
lease, obtained preliminary build- 
ing costs through co-ordinating 
with the Architect, interested one 
or a number of investors subject to 
mortgage commitment; submitted 
working plans and firm tenders on 
the building from Contractors 
through the Architect; obtained 
firm mortgage commitment through 
co-ordinating with the mortgage 
company; sold the land, leased the 
building; sold the building. And 
by now you have a three months’ 
exclusive listing on the client’s for- 
mer buildings at a saleable price— 
so get busy! 








SALE AND LEASE BACKS 


Continued 
Previously I used the term 
“dummy-sale-lease-back”. By this 


I mean that the owner of the 
leasehold generally creates a realty 
holding company whose sole asset 
is the building, and the building in 
turn is the only security for his 
lease. 

What kind of lease is generally 
involved? It can be for 20 to 30 
years, and with renewals possibly 
up to 99 years. They are generally 
on a fixed rental for the initial 
term and on a negotiated or per- 
centage figure for the renewals. 
They are not at the reduced figures 
of 1% or 2%, as in the case with 
our institutional net lease deals. 


Property must be sound 


Any investor who will take one 
of these interests must satisfy him- 
self that for the next 20 or 30 
years the property is sound from 
the point of view of physical 
characteristics and location. You 
would not make a deal like this in an 
old and decaying part of a city. You 
would want to make it in the newer 
and expanding sections of a city 
that seem to have a good future 


ahead of them. 


What happens if the lessee 
defaults on his rent at any time 
during the life of the lease? 


Clearly, his lease is cancelled or 
forfeited. But what happens to the 
fee owner in such a set of circum- 
stances? If a tenant paid the 
fee owner $600,000 in a situation 
where the building cost $2,000,000 
to build, in the event of forfeiture 
of the lease, the fee owner gets 
possession of the building at a 
reduction in cost of $600,000. 
Sometimes where the leasehold 
owner is the former owner of the 
property and where he sold it to 
an investor, he will take back as 
part of the purchase price a 
balance of sale by 2nd Mortgage as 
security for his faithful per- 
formance of the terms of the lease, 
and in the event of default, such 
a 2nd Mortgage would be cancelled. 


Example 
Let us look at such an example. 


We have an office building with a 
gross revenue of $200,000, and 
operating expenses of $80,000, 
leaving a net revenue before 
mortgage charges of $120,000. The 
price of the property is $1,250,000 


me Over 
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Vancouver is right 
on the ball! 


Vancouver believes in selling its 
wares. As the picture on the right 
shows, the “Deal with a Realtor” 


message has been given a spectacu- 
lar and feasible presentation. Van- 
couver realtors have been asked by 
their board to donate free space on 
their buildings so that more signs can 
be reproduced. Soon it is hoped that 
over 20 of these signs will appear in 
prominent locations. How about it 
other boards? 





SALE AND LEASE BACKS continued 


payable $1,000,000 in cash, and 
$250,000 in a second mortgage. The 
former owner enters into a long 
term net lease with the new owner, 
paying him a net rental of $100,000 
per annum, and keeping all the 
operating income together with the 
operating responsibility of the 
property. The new owner, who is 
the fee owner, places a $750,000 
first mortgage on the property on 
a 20 year basis, which requires 
$63,750 in annual interest and 
amortization charges, and he also 


pays 4% interest on the 2nd 
mortgage. This amounts to 
$10,000. 


His total expenditures, therefore, 
are $73,750, leaving him a net in- 
come of $26,250 on his $250,000 
cash invested for a _ return of 
114%. There is no amortization 
on the second mortgage because 
that mortgage is security by the 
tenant for the faithful performance 
of his lease obligations, and _ be- 
comes due and payable only at the 
expiration of the lease. The tenant, 
who is the former owner, in 
addition to having sold _ the 
property for $1,250,000, of which 
$250,000 is in this second mortgage, 
also receives a current income of 
$10,000 as interest on the mortgage, 
together with the surplus of net 
revenue of the property over the 
net rental payable to the fee owner. 
This latter sum is $20,000, there- 
fore giving the leasehold owner a 
total income of $30,000 a year. 


$ 200,000 
80,000 


Gross Revenue 
Operating Expenses 


Net Revenue—Before 
Mortgage Charges $ 120,000 


Price of Property ... $1,250,000 
Cash $1,000,000 
2nd Mtge 250,000 1,250,000 
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$250,000 2nd Mortgage 4% 


Net Rental to Fee Owner $ 100,000 
Expenses: 
$750,000 Ist Mtge. 
6% — 20 years 
(8.5% constant $ 63,750 
$250,000 2nd Mortgage 
4% (no amortization 10,000 73,750 
Net Income to Fee Owner 
on $250,000 Cash _ Invested 
(114%4%) $ 26,250 
Leasehold Owner’s Income: 
Interest on 2nd Mortgage $ 10,000 
Surplus of Net Revenue over 
Net Rental ($120,000 — 
$100,00 20,000 
$ 30,000 


Rates of return to investors in 
these deals can be as low as 6% 
and as high as 15%, depending 
upon the security of the investment 
involved. It is the job of the real 
estate investment broker to analyze 
each situation and try to create the 
proper formula or pattern for use 
by his clients. 


There may be the _builder- 
developer, who wants to get his 
cash out of a project so that he can 
go on to other deals, but who has 
difficulty in finding the one investor 
to put up the whole “bundle.” 
Furthermore, your builder might 
wish to retain a continuing “income- 
stream” out of the property and 
therefore he retains a 20 or 30 year 
lease on it. After all, in the 
second example, the building may 
not have cost more than $900,000 
to put together, and so you can see 
the advantageous position that our 
builder-seller is in. 


Or take the owner of an old 
office building that he has owned 
for some time. He may have 
bought it for three-quarters of a 
million dollars. The owner’s de- 


preciation that he is deducting from 
his income tax is probably $20,000 


or $25,000 a year. If he sells the 
property for a million and one- 
quarter, retaining a leasehold in- 
terest, the new owner is permitted 
to depreciate based on his $114 
million purchase price, which may 
amount to around $60,000 a year. 
This creates tax-free income that 
did not exist before. 


Keep in mind also that the net 
rental paid by the lease-hold owner 
is an expense from his income tax 
picture, so that he exchanges a low 
depreciation base for a high rental 
deduction figure and still retains a 
certain continuing interest in the 
property over the years to come. 


The University Tower Building 
in Montreal was sold last year to an 
American real estate man _ for 
around $4,000,000. This purchaser 
in turn sold the fee to an investor 
for $3,600,000 and entered into a 
long-term lease with him. By this 
device the owner of the fee owns 
the property at 10% below its 
market value, which is pretty good 
security on such a good property 
as the University Tower. The 
owner of the leasehold who keeps 
$400,000 in the deal, also has a 
long-term lease on the property, 
and if he is smart in increasing the 
rents or the character of the 
tenancies in the property, he will 
increase his yield on his leasehold 
interest. That is just another way 
to make the deal work. 


There is no single formula to 
insure an answer to all situations 
which arise, except the formula of 
the broker’s imagination and 
inventiveness. 

















Canadian Association of Real Estate Boards 


12th Annual Conference 


Saturday, Sunday, Monday, Tuesday, Wednesday SEPT. 17th to 2ist 
MACDONALD HOTEL, EDMONTON, ALBERTA 








CONFERENCE REGISTRATION 


TO: Mr. Don Reid, Registration Chairman, Please indicate in the space provided below, the 
ee c/o Don Reid Real Estate Cc., exact way in which you would like your name to appear 


11563 Jasper Ave., cn ycur identification badge. 
Edmonton, Alta. 


| plan to attend the conference, and enclose my 
cheque $ to cover the Registration YOUR NAME 
Fee. It is understocd in the event | am unable to attend, 
this advance fee will be refunded to me. 


e Registration Fee: Brokers $20.00 
g Salesmen and Salesiadies 20.00 
Wives of Delegates 7.50 
Daily Registration 5.00 

Registration fee includes all Business Sessions—Western WIFE’S NAME 


Night—One_ Luncheon—All Receptions—Final Banquet— 
Entertainment. 


Make cheque payable to: Canadian Association of Real 
Estate Boards. 


HOTEL 


RESERVATION 
NOTE: 


Canadian Association of Real Estate Boards 
Twelfth Annual Conference, Sept. 17, 18, 19, 20, 21, 1955 


All Convention Meetings at Macdonald Hotel 


; Please Reserve For 
Hotel reservations must be made 


; ; Address 

on the special hote! reservation 

‘ Arrival Date Time a.m. p.m. 
card and mailed direct to the ; 

Accompanied By 
Macdonald Hotel, Edmonton, 
Address = 

Alberta, to be received by them Arrival Date Time a.m. p.m. 


you of accommodation. Please 
be specific, state date and time 


e # of arrival. Mail it now! 


PLEASE CHECK \/ TYPE OF ACCOMMODATION PREFERRED: 


[] Double-Bedded Rooms (2 persons) $10.00 to $12.00. 
Twin-Bedded Rooms (2 persons) $10.50 to $12.50. 

Studio Rooms (Twin Beds - 2 persons) $13.00. 

["] Bed-Sitting-Rooms (Twin Beds - 2 persons) $14.00 to $15.00. 


200 Rooms have been set aside for your Convention. Reservations will be honoured ana 
acknowledged in the order received. 
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before September Ist, to assure . 
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